OFFICIAL


Attachment 2b to OSCT/ 1718/054-2 – Specification and Evaluation Criteria
Invitation for Proposals for the Provision of Business Development & Fundraising Assessments and Training for Civil Society Organisations in 2017/18 that Aim to Build Individuals’ Resilience to Radicalisation
Lot 2 – Business Development and Fundraising Training
Background
The Office for Security and Counter-Terrorism (OSCT), in the Home Office, works to counter the threat to the UK from terrorism. Prevent forms part of our counter-terrorist strategy, CONTEST. It aims to safeguard and stop people from becoming terrorists or supporting terrorism by engaging those vulnerable to radicalisation, and protecting those being targeted by terrorist recruiters. The objectives for Prevent are to:
· respond to the ideological challenge of terrorism and the threat we face from those who promote it;

· prevent people from being drawn into terrorism and ensure they are given appropriate advice and support; and

· work with sectors and institutions where there are risks of radicalisation which we need to address.

A fundamental part of delivering these objectives and countering local threats is our work with Civil Society Organisations (CSOs) in local communities. A key strand of this is working with these organisations to deliver projects which aim to:

Build individuals’ resilience to radicalisation - by addressing risk factors and providing people with the skills and confidence to resist the threat posed by terrorist influences.
We are keen to build the strength of these organisations to allow them to increase their capacity for delivery by supporting them to follow best practice models in their approach to business development.

By providing training to the CSOs, the expected outcomes would be to see an increase in external funding to the groups that we currently fund, improvement in their knowledge of profit-making business models, staffing structures and better project and programme management. Specifically CSOs will require advice and support on:

· Increasing access to unrestricted, private funds

· Writing fundraising bids

· Compiling short, medium and long-term overarching fundraising strategies

· Writing charity business plans

· Completing internal audits

· Recruitment of staff

· Management structures

Scope

2 x One Day Training Sessions (1 x London, 1 x Midlands)
Basic Level Business Development and Fundraising Awareness, aimed at small CSOs

Estimated Attendance: circa 20 people per day (20 CSOs – 40 attendees in total)
2 x One Day Training Sessions (1 x London, 1 x Midlands)

Basic Fundraising Strategies, aimed at small – medium CSOs 
Estimated Attendance: circa 10 people per day (10 CSOs – 20 attendees in total)

1 x One Day Training Session (TBC)

Donor Targeting, aimed at medium – large CSOs

Estimated Attendance: circa 20 people per day (10 CSOs – 20 attendees in total)

In addition to the training the attendees must be provided with the following to enable them to continue their development:
· Access to online resources such as templates/sample documents, how to guides etc
· Networking opportunities

Success

Success in Lot 2 - Business Development and Fundraising Training, will be measured by the following criteria:

· 85% of CSOs referred to have attended the training proposed

· 85% of CSOs assessed to rate the training as “good” or higher in the satisfaction survey (to be developed by the HO and agreed with the successful Tenderer prior to issue).

· All 5 sessions delivered within the contract timescale

Proposals
Tenderers can submit a response to Lot 1 and/or Lot 2. If submitting to both Lots the Tenderer must submit 2 x applications as they will be evaluated separately.

At this stage we are looking for proposals to evidence the following key aspects:

1. Methodology:  How Tenderers would conduct each training session? We would expect this to include:

· The approach to establishing a relationship with the CSO to secure “buy-in” to attending the training

· A session plan outlining the proposed methods, subject areas and/or tools that Tenderer would use to deliver each training session

· Sample copies of all training material that would be provided to the attendees

· Sample copies of templates/how to guides that attendees would have access to following training

· Proposed locations for the training to take place

· An outline of key concerns and/or risks identified working with CSOs of varying size and experience. Tenderers should specify how they plan to mitigate these concerns/risks.

2. Experience, Personnel and Capacity: Tenderers should provide the following:

· Details of key individuals who will be delivering the training and/or developing the training materials

· A detailed description of key individual’s experience of working with charities, track record of their work with small to medium CSOs and BAME communities, their experience of working with CSOs that work with vulnerable people (with full CVs).

· The Tenderer’s availability and capacity to conduct the training throughout the 2017/18 financial year 

3. Costs: Tenderers should provide the following:

· The total cost of a delivering a typical full day training session, including all anticipated costs (including materials) except travel and accommodation expenses which should be excluded. 

· Any associated costs to provide access to templates and how to guides 

· Submit your rate card identifying the day rates and staff grade (e.g. Director; Senior Manager etc) for each individual and grade of personnel proposed

· Submit your Average Day Rate cap

The above information will be crucial to informing which and how many CSOs are referred for training once an approved supplier has been confirmed. Background information and guidance on what to include in the proposal is outlined below.

Background and guidance

(please use this information to help inform your proposal)
CSO information: CSOs that aim to build individuals’ resilience to radicalisation typically work with people who are at risk of radicalisation, and primarily aim to provide these individuals with the necessary skills and confidence to resist the threat from terrorist influences in their communities, including online. For example, these projects may: 

· Provide bespoke mentoring and 1-2-1 support to people in difficult circumstances, such as those with drug addictions or gang affiliations, which may put them at greater risk of being radicalised by terrorist influences. They may also provide support for their wider family networks, and provide opportunities for them to raise awareness of the dangers of radicalisation in their local communities.

· Develop individuals’ critical thinking skills to better assess and challenge extremist narratives, and produce counter-arguments to them. They may also encourage these individuals to promote their work to facilitate discussions on countering these narratives in local communities. 

· Upskill individuals on how to better communicate and engage young people on the dangers of radicalisation, creating safe spaces for individuals to discuss how best to support young people, and encourage the sharing of good practice and building of local support groups. 

OSCT is keen to build the strength of these organisations to allow them to increase their capacity and capability for delivery by enabling them to increase their funding channels and following best practice models in their approach to business development.

There are a range of local Prevent CSOs delivering projects in 2017/18, and CSOs will be allocated to the supplier once appointed. Proposals should demonstrate the level of training that will be provided based upon the CSOs experience and location. For example, some CSOs have very little formal training/experience in business development and fundraising, whilst other CSOs may have some formal training and many years experience in business development and fundraising.
Therefore, your methodology should provide sufficient detail on methods and activities to allow OSCT to determine how your proposed training would be delivered and the content that would be covered within the training.
Your methodology should outline how each component will be delivered as part of a typical training session, and should specify the type and amount of activities a typical training session would involve. Costs for a typical training session should be broken down by components and activities, i.e. venue hire, material costs etc.  Training components and activities will be agreed with OSCT once a supplier has been appointed. 

Deliverables: We would expect the following outputs within the 2017/18 financial year:

· Final project report
· Completed satisfaction surveys
We expect the project report to outline: the methodologies used for delivery, the uptake from CSOs; a summary of key findings was the training pitched at the right level for the audience; how could the training be improved; lessons learnt; any other identified recommendations and what approach could be used to implement the improvements/recommendations. 

Points to note:

· Reporting timescales will depend upon project delivery dates.

· Publication by the contractor of any research articles or other publications based on data and information collected in relation to this project will be subject to approval from OSCT.
· Please specify whether you have experience of delivering the proposed training. 

· Availability until the end of financial year is desirable but not essential. We are looking to start the delivery piece of work in October 2017 and complete a minimum of 5 training sessions.
· Information on what training approach (e.g. tools, activities) and associated costs (total and broken down), will be used to assess which and how many CSOs are allocated to the appointed supplier. 

· Costs for a typical training session must identify all anticipated costs (e.g. preparation, venue hire, production of materials, reporting), as well as a cost breakdown of activities involved. Costs should be submitted both exclusive and inclusive of VAT. Tenderers must give clear justification for costs, and should explain why their proposal represents good value for money for OSCT.

· Costs for travel, subsistence and accommodation should be excluded from Tenderers pricing. All travel and subsistence rates applicable for meeting this requirement shall be at the prevalent rates detailed within Attachment 6: Terms and Conditions of Contract.  

Timings

The table below details shows indicative project timetable for the project:
	ESTIMATED PROCUREMENT TIMETABLE

	EXPECTED DATE
	ACTIVITY

	Tuesday 1st August 2017
	Formal invitation to Tender (ITT) issued by the HO on contracts finder 

	Thursday 24th August 2017 - 12 noon
	Closing date/time for receipt of Tenderers Clarification Questions

	Thursday 31st August 2017 - 12 noon
	Closing date/time for submission of ITT responses. 

	Thursday 7th September 2017 - 12 noon
	Closing date/time for receipt of clarifications requested from Tenderers by evaluation team.

	By 13th September 2017
	Consensus evaluation of bids to confirm scores and agree preferred Tenderer. 

	By 15th September 2017
	Approval to award Agreement 

	Monday 18th September 2017 
	Agreement awarded and issued by HO commercial

	Tuesday 19th September 2017
	Commencement of initial meetings with projects providers to discuss assessments and training


Tender Criteria Evaluation
Tenders will be evaluated by OSCT internal appraisers (Prevent), as well as Home Office commercial using the evaluation methodology detailed below. The table below shows the weightings that have been allocated to each section and will be used by the appraisers and moderation panel: 
	Evaluation Criteria

	Criterion
	Weighting

	Technical criteria
	70% overall made up of:

	Methodology

Proposed methodologies will be scored on how suitable and proportionate their typical training sessions (including methods, tools, and activities) are to enable the CSOs to increase their external funding, improve their knowledge of profit-making business models, staffing structures and better project and programme management. 


	50%

	Experience/Expertise, and capacity of the proposal team
	20%

	Commercial Criteria 
	30% overall made up of:

	Price Please confirm your Average Day Rate Cap. The evaluation of price will be conducted on the basis of the Average Day Rate cap quoted. 
	30%


A numerical appraisal scoring system will be used to assess the information given in the Technical Criteria of the proposal.  Tender evaluators will allocate a score of 0, 25, 50, 75 or 100 to each part of the Technical Criteria, depending on the quality and relevance of evidence provided.  The scores will then be subjected to the % weightings outlined above. 
The criteria against which Technical Criteria shall be assessed will be as follows:
	Evaluation Scores

	Score (%)
	Description for score of each criterion 

	100%

Fully Meets requirement
	The response fully answers all of the points raised in the question and contains relevant evidence to support the answer, is unambiguous and demonstrates a thorough understanding of the requirement and provides details of how the requirements will be met in full.

	75%

Good
	The response answers all or most of the points raised in the question and/or the response contains some relevant evidence, but the response either fails to address all of the points/deliverables or lacks sufficient evidence

	50%

Acceptable
	The response answers some of the points raised in the question, but fails to address the majority of the points being raised.  The response contains some evidence to demonstrate an understanding of the requirement but the evidence does not indicate an understanding of the requirements.

	25%

Poor

(Non-Compliant Bid)
	Response fails to address the points in the question, contains insufficient evidence or information is irrelevant to the question.

	0%

Unacceptable (Non-Compliant Bid)
	Nil or inadequate response. Totally fails to address the points raised in the question and contains no supporting evidence.


Tenderers’ responses must meet the minimum mandatory criteria and achieve a score of 50 or more in each question (the minimum mandatory criteria),
Commercial Criteria Evaluation
Tenderers should aim to demonstrate within the Commercial Tender that their overall Tender offers the best mix of quality and effectiveness for the least outlay over the period of using the goods or services required. 

Table 1 – Commercial Evaluation Questionnaire weightings for Attachments 3 and 4

	Attachment
	Section
	Weighting

	Attachment 3 – Commercial Evaluation Questionnaire – Section A
	Organisation and Contact Details
	N/A

	Attachment 3 – Commercial Evaluation Questionnaire – Section B
	Grounds For Mandatory Rejection
	Pass/Fail

	Attachment 3 – Commercial Evaluation Questionnaire – Section C
	Grounds For Discretionary Rejection
	Pass/Fail

	Attachment 3 – Commercial Evaluation Questionnaire – Section D
	Economic And Financial Standing 


	Pass/Fail

	Attachment 4 – Pricing Proforma
	Provide confirmation of your Average Day Rate Cap. Scored on an inverse percentage e.g. lowest priced bid/price of bid x 100 x 3.00
	30%

	Total Commercial
	30%



The Home Office shall be entitled to exclude Tenderers from the procurement exercise who fails to meet any “Pass” criteria as identified within the ITT, irrespective of their scores in other areas.

The Home Office shall be entitled to exclude Tenderers from the procurement exercise who fails to achieve any minimum mandatory criteria as identified within the ITT, irrespective of their scores in other areas.
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